Agarwal, Sanjeev. See DeCarlo, Thomas E. 

Albaum, Gerald. See Peterson, Robert A. 

Arnold, Todd J. See Flaherty, Karen E. 

Artis, Andrew B., and Eric G. Harris (2007), “Self-Directed 
Learning and Sales Force Performance: An Integrated 
Framework,” Journal of Personal Selling & Sales Management, 
27, 1 (Winter), 9-24. 

Asare, Anthony. See Kashyap, Vishal. 

Auh, Seigyoung. See Menguc, Bulent. 

Avila, Ramon A. See Kidwell, Blair. 

Barnett, Tim. See Valentine, Sean. 

Belonax, Joseph J., Jr., Stephen J. Newell, and Richard E. Plank 
(2007), “The Role of Purchase Importance on Buyer Percep- 
tions of the Trust and Expertise Components of Supplier 
and Salesperson Credibility in Business-to-Business Rela- 
tionships,” Journal of Personal Selling & Sales Management, 
27, 3 (Summer), 247-258. 

Brashear, Thomas G. See Kashyap, Vishal. 

Darmon, Rene. See Johnston, Mark W. 

DeCarlo, Thomas E., Sanjeev Agarwal, and Shyam B. Vyas 
(2007), “Performance Expectations of Salespeople: The Role 
of Past Performance and Causal Attributions in Independent 
and Interdependent Cultures,” Journal of Personal Selling & 
Sales Management, 27, 2 (Spring), 133-147. 

Evans, Kenneth R. See Miao, C. Fred. 

Evanschitzky, Heiner. See Sharma, Arun. 

Ferrell, Linda. See Ferrell, O.C. 

Ferrell, O.C. See Johnston, Mark W. 

Ferrell, O.C., Mark W. Johnston, and Linda Ferrell (2007), “A 
Framework for Personal Selling and Sales Management 
Ethical Decision Making,” Journal of Personal Selling & 
Sales Management, 27, 4 (Fall), 291-299. 

Flaherty, Karen E., Todd J. Arnold, and C. Shane Hunt (2007), 
“The Influence of the Selling Situation on the Effectiveness 
of Control: Toward a Holistic Perspective,” Journal of Personal 
Selling & Sales Management, 27, 3 (Summer), 221-233. 

Good, David J. See Schwepker, Charles H., Jr. 

Grisaffe, Douglas B., and Fernando Jaramillo (2007), “Toward 
Higher Levels of Ethics: Preliminary Evidence of Positive 
Outcomes,” Journal of Personal Selling & Sales Management, 
27, 4 (Fall), 355-371. 

Han, Sang-Lin. See Menguc, Bulent. 

Harris, Eric G. See Artis, Andrew B. 

Harris, Eric G. See Jaramillo, Fernando. 

Hunt, C. Shane. See Flaherty, Karen E. 

Ingram, Thomas N., Raymond W. LaForge, and Charles H. 
Schwepker, Jr. (2007), “Salesperson Ethical Decision Mak- 

ing: The Impact of Sales Leadership and Sales Management 


INDEX TO VOLUME 27 OF 
JOURNAL OF PERSONAL SELLING & SALES MANAGEMENT 


Control Strategy,” Journal of Personal Selling & Sales Man- 
agement, 27, 4 (Fall), 301-315. 

Jaramillo, Fernando. See Grisaffe, Douglas B. 

. See also Mulki, Jay Prakash. 

Jaramillo, Fernando, William B. Locander, Paul E. Spector, and 
Eric G. Harris (2007), “Getting the Job Done: The Mod- 
erating Role of Initiative on the Relationship Between In- 
trinsic Motivation and Adaptive Selling,” Journal of Personal 
Selling & Sales Management, 27, \ (Winter), 59-74. 

Johnston, Mark W. See Ferrell, O.C. 

Johnston, Mark W., O.C. Ferrell, and Rene Darmon (2007), 
“Introduction: Special Issue on Sales Force Ethics—Strategic 
Implications and Leadership Challenges,” Journal of Personal 
Selling & Sales Management, 27, 4 (Fall), 289-290. 

Kashyap, Vishal, Aurea Helena Puga Ribeiro, Anthony Asare, 
and Thomas G. Brashear (2007), “Developing Sales Force 
Relationalism: The Role of Distributive and Procedural 
Justice,” Journal of Personal Selling & Sales Management, 
27, 3 (Summer), 235-245. 

Kelley, Scott W. See Seevers, Matthew T. 

Kidwell, Blair, Richard G. McFarland, and Ramon A. Avila 
(2007), “Perceiving Emotion in the Buyer—Seller Inter- 
change: The Moderated Impact on Performance,” Journal 
of Personal Selling & Sales Management, 27, 2 (Spring), 
119-132. 

Klein, Noreen M. See Wagner, Judy A. 

LaForge, Raymond W. See Ingram, Thomas N. 

Le Meunier-FitzHugh, Ken, and Nigel F. Piercy (2007), “Does 
Collaboration Between Sales and Marketing Affect Business 
Performance,” Journal of Personal Selling & Sales Manage- 
ment, 27, 3 (Summer), 207-220. 

Levy, Michael. See Sharma, Arun. 

Locander, William B. See Jaramillo, Fernando. 

Marshall, Greg W. See Mulki, Jay Prakash. 

McFarland, Richard G. See Kidwell, Blair. 

Menguc, Bulent, Sang-Lin Han, and Seigyoung Auh (2007), 
“A Test of a Model of New Salespeople’s Socialization and 
Adjustment in a Collectivist Culture,” Journal of Personal 
Selling & Sales Management, 27, 2 (Spring), 149-167. 

Miao, C. Fred, and Kenneth R. Evans (2007), “The Impact 
of Salesperson Motivation on Role Perceptions and Job 
Performance—A Cognitive and Affective Perspective,” 
Journal of Personal Selling & Sales Management, 27, | 
(Winter), 89-101. 

Mulki, Jay Prakash, Fernando Jaramillo, and Greg W. Marshall 
(2007), “Lone Wolf Tendencies and Salesperson Perfor- 
mance,” Journal of Personal Selling & Sales Management, 
27, 1 (Winter), 25—38. 


Journal of Personal Selling & Sales Management, vol. XXVI1, no. 4 (fall 2007), pp. 401-402. 
© 2007 PSE National Educational Foundation. All rights reserved. 
ISSN 0885-3134 / 2007 $9.50 + 0.00 


7 
6 
3 
{ 
\ 
q 


402 journal of Personal Selling & Sales Management 


Newell, Stephen J. See Belonax, Joseph J., Jr. 

Peterson, Robert A., and Gerald Albaum (2007), “On the Ethi- 
cality of Internal Consumption in Multilevel Marketing,” 
Journal of Pe Selling & Sales Management, 27, 4 (Fall), 
317-323. 

Pettijohn, Charles ! 
“Does Salespe 
Skills Improve S 
Job Satistacti 
Reduce Turnove: 
agement, 27, \ (Winter 

Pettijohn, Linda S 

Piercy, Nigel F. See Le 

Ping, Robert (200 


Linda S. Pettijohn, and A.J. Taylor (2007), 
on Perception of the Importance of Sales 
les Performance, Customer Orientation, 
ind Organizational Commitment, and 
lournal of Personal Selling & Sales Man- 
, 75-88. 
Pettijohn, Charles E. 
Meunier-FitzHugh, Ken. 
Salesperson—Employer Relationships: 
s to Relationship Problems and Their 
Antecedents,” Journal of Personal Selling & Sales Manage- 
ment, 27, | (Winter), 39-57. 
Plank, Richard |! 
Ribeiro, Aurea Helena | 
Schwepker, Charles H 
Schwepker, Charl 
Management 


Salesperson R 


Belonax, Joseph J., Jr. 

‘uga. See Kashyap, Vishal. 

Ir. See Ingram, Thomas N. 

Ir., and David J. Good (2007), “Sales 
Influence on Employment and Training in 


Developing an Ethical Sales Force,” Journal of Personal Sell- 
ing & Sales Management, 27, 4 (Fall), 325-339. 

Seevers, Matthew T., Steven J. Skinner, and Scott W. Kelley 
(2007), “A Social Network Perspective on Sales Force Eth- 
ics,” Journal of Personal Selling & Sales Management, 27, 4 
(Fall), 341-353. 

Sharma, Arun, Michael Levy, and Heiner Evanschitzky (2007), 
“The Variance in Sales Performance Explained by the 
Knowledge Structures of Salespeople,” Journal of Personal 
Selling & Sales Management, 27, 2 (Spring), 169-181. 

Skinner, Steven J. See Seevers, Matthew T. 

Spector, Paul E. See Jaramillo, Fernando. 

Taylor, A.J. See Pettijohn, Charles E. 

Valentine, Sean, and Tim Barnett (2007), “Perceived Orga- 
nizational Ethics and the Ethical Decisions of Sales and 
Marketing Personnel,” Journal of Personal Selling & Sales 
Management, 27, 4 (Fall), 373-388. 

Vyas, Shyam B. See DeCarlo, Thomas E. 

Wagner, Judy A., and Noreen M. Klein (2007), “Who Wants to 
Go First? Order Effects Within a Series of Competitive Sales 
Presentations,” Journal of Personal Selling & Sales Manage- 
ment, 27, 3 (Summer), 259-276. 


‘ 
“4 
f 
‘ 
j 
| 
| 


